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Beginning in March 2003, a new co-branded 
line of work footwear; Craftsman by Red Wing 
Shoes will be available at Sears. The new brand will be 
available nationwide in 437 of Sears largest stores. T he 
launch does not include all Sears’s stores at this time. 
T he product and packaging will be co-branded with the 
Red Wing and Craftsman brands. Initially Sears will carry 4 
styles. The offering consists of a 6”soft toe SuperSole 2.0, a 
6”steel toe SuperSole, a soft toe pull-on and a black soft toe 
oxford. Additional styles may be added to address seasonal 
or regional market needs. The Craftsman by Red Wing 
brand will be the premium priced brand in Sears work 
boot line-up with some occasional sale price events. 


“We are excited about the opportunity to partner with a 
well respected brand like Craftsman, said Tim Hutchson 
VP, Red Wing brand. “We believe the visibility of the 
Red Wing brand at a retailer like Sears provides the 
opportunity for a whole new customer base to be exposed 
to our products. We have carefully studied other brand’s 
experience opening distribution to retailers like Sears and 


a 


The General Services Administration (GSA) awarded the Red Wing 
Shoe Company a GSA contract number (GS-07F-0027N ) in 
September. N ow eligible GSA users can purchase Red W ing footwear 

at special GSA prices. Numerous retailers have agreed to accept GSA users 

payments with Government Procurement Cards (a credit card used by federal 
agencies for purchases under government contracts), as well as accept 
purchase orders from the government under the GSA contract. 





GSA CONTRACT GENERATES More SALES 






A GSA direct mail announcement was mailed to 1000 government prospects 
in early October, and we have had an excellent response to this small mailing. 
A special GSA phone number, web dealer locator and e-mail address 

(GSA @ redwingshoe.com) were implemented to help government workers 
find participating GSA dealers. The word is spreading that Red Wing Shoes 
offers GSA purchases to eligible government workers, and sales are 
increasing. It’s not too late to sign up to become an 
approved GSA participating dealer. If interested in being a 
GSA dealer, or you would like a GSA participation packet 
contact David Hull at 1-800-239-1064. Don’t miss out on 
this great opportunity to sell more Red Wings in your area. 





ADDRESS CHANGES 

If you have changes to your store information shown on the web dealer 
locator or 1-800- Red Wing number, please contact Rollie M effert at 
651-385-1242. The Red Wing Store Locator - making It easy for customers 
to find you, and buy from you. 
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the findings show that the exposure has benefited both 
the brand and their long time distribution partners.” 


Please note that should any customers attempt to return 
Craftsman by Red Wing product to your store, we ask 
that you direct those customers back to the Sears store 
where they purchased the product. T he product Is clearly 
branded Craftsman by Red Wing and there should be no 
confusion as to where the product was purchased. 





New packaging for Sears. 


Co-op PROGRAM UPDATE 


Over 450 dealers met the 100% Fall 
Co-op Advertising BONUS 
program deadline and the required 
advertising regulations. Eligible 
dealers received 100% of their 
co-op allowance for their September 
and October advertising efforts. 

A nice bonus that helps you 
advertise for less! 


If you missed the Fall deadline for 
100% reimbursement, you still have 
time to receive up to 50% of your 
co-op allowance for your Fall 
advertising efforts. Ad materials 
must be submitted 60 days from ad 
date. Send your proof of advertising 
with RW SC's Cooperative 
Advertising Claim Form (Item 
#94102) before January 30, 2003 to: 


Co-op A dvertising D epartment 
314 Main Street 
Red Wing, MN 55066 
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SEVEN STEPS TO SELLING 


The Red Wing Sales A pproach is a 7 
Greet-Seat”. Each step in the process is 


a long-term customer relationship. 
Seven Steps To Successful Selling 


1, Set the Stage/Attitude/M eet The Customer 
¢ Attitude, competition, first impression 


2. Greet The Customer 
¢ Find the buyer behind the customer 


3. Qualify / Seat The Customer 
¢ Ask questions and listen to the customer 


4, Measure 
¢ Sell the idea 


5, Fit/Present The Product 
¢ Present the appropriate style that will 
satisfy customer's needs. 


6. Advise/Overcome Objections 
¢ Why “thinking it over” is really not the idea 


7. Close The Sale 
¢ Attaining mutual satisfaction 





is to establish trust with your customer 


you establish your credibility so that in 
steps 6 and 7 your recommended 
solution(s) are meaningful and they are 
confident with their purchase decision. 


Personalized selling and exceptional 
customer service are fundamental values 
that have built a quality reputation for 
Red Wing Shoes and our retailers. T hey 
are part of the brand promise that our 
customers have come to expect. Look for 
more details about the seven steps of the 
Red W ing Sales A pproach in the 
upcoming issues of Retail N ews. 








COMING SOON...ENHANCED WEB 
DEALER LOCATOR! 


A new web dealer locator enhancement 
has been purchased. Consumers will 
now be able to search by city, state, as 
well as zip code. And your store name 
will appear with a map that includes 
distance to the store with driving 
directions from the customer’s location. 
This map function appears free from 
pop-up advertising windows. T he new 
locator technology bridges the gap 
between products and buyers, making it 
easier for a customer to find your store. 


Retail News VoI.5 2002 





step selling process that builds on “M eet- 


designed to help you get closer to creating 


During the first three steps, the objective 


and listen to their needs. In steps 4 and 5, 


STeP 1: ATTITUDE SETS THE STAGE FOR GREETING THE CUSTOMER 


To make the most of every opportunity, 
the people who prepare themselves for 
the day... excel. You have been told 
“PUMP UP YOUR SALES”. Why not 
take it a step further, and pump 
yourselves up, EVERY DAY! Each 
morning, take time to remind yourself 
that your roleisTO HELP YOUR 
CUSTOMER. Concentrate on the 
customer, more than on the sale. W hen 
you connect with the customer and make 
them comfortable, not just in their shoes, 
you will have a much greater chance of 
closing a sale. Your goal should be to 
make the customer WANT to do business 
with you by showing real interest in 
them, and their needs. 


R emember: 


¢ Be interested in and LISTEN to what 
your customer wants and/or needs 


¢ Take the time to get to know your 
customer and ask pertinent questions 


¢ Provide information to your customer 
that is relevant to his/her interest 
or needs 


¢ Demonstrate honesty and integrity 


¢ Provide the highest level of service to 
each and every customer 


Good sales performance begins and ends 
with the customer: with his or her needs, 
problems and range of reasons for buying. 


Look for H ow to be a Great Listener in 
the next issue of R etail N ews. 
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The Red Wing Sales Approach backroom poster (#94059) illustrates the 7-step process. 


THE VALUE OF CUSTOMER SERVICE 





My husband and | recently went into the Red Wing Shoe Store in 

Durham NC on Roxboro Rd and purchased some boots, we had to order them 

because they didn't have my husbands size. We received them and they were not 

fitting right so we brought them back and ordered different ones. We just wanted to let 
you know how pleased and happy we are with the service we received. T he gentleman 
who helped us (sorry can’t remember his name) went out of his way to make sure we 
were pleased and happy with what we were purchasing. He made light conversation so as 
we could enjoy our visit to the store. It’s hard to find such wonderful and kind service 
like we received from that gentleman. It’s people like him that can make a difference in 
this world today and make buying something more fun, instead of dreading going to any 
place where you get haggled or just disrespected. H e respected us in a nature we truly 
appreciate and wanted to let you know that he makes Red W ing Shoes look very good. 
We plan to one day purchase again from Red W ing just based on this experience and 
hope to find the same kindness at the next location we visit! 


Carlos and Lisa Francis 


WORX POP 
MATERIALS AVAILABLE 


E-MAIL SIMPLIFIES SHOE SEARCHES 





N ew packaging, point-of- 


A new e-mail program has been developed to make being deleted. If a store has your in stock item purchase materials and 
shoe searches easier. If you are a RW SS or branded they will contact you and sell the item to you. It’s advertising containing the 
account you can now send an email to great! Customers get their product much quicker, and new WORX logo are 
shoesearch@redwingretail.com to initiate a shoe you can relieve inventory of discontinued stock to available for you to 
search. To start your search specify the shoe style, size make room for newer styles. It's trulya WIN/WIN communicate the WORX by 
and width, and your phone number in the subject line situation for everyone involved. If you do not have Red Wing brand. To order 
of an e-mail, (use only the subject line). e-mail access, you may call a Customer Service call 1-800-538-5647. 
FoShnesourenGroau ina ealcon representative and they will enter the information for U pdated WORX truck 

— you.Please have the shoe style, size/width and your graphics will be available for 
— phone number ready when you call. If you want to be order in the dealer supply 
a added to the list of stores to receive the compiled section of the 2003 Red 





Subject line: shoe style, size and width, phone number when needed listing each day, simply send an e-mail to Wing/W ORX Catalog. 
shoesearch@ redwingretail.com and type ADD in the OO 
Subject box. Your e-mail address will then be added, 

and you will get the shoe search listing each morning. 


A |ways leave text message area blank. 


Following the above format helps to compile searches 
faster. Every night shoe search e-mails are compiled 
and sent to all participating shoe searchers at 11:45 N ote: For up-to-date shoe search matches, go to 


p.m. Each request remains listed for 4 days before shoesearch.redwingretail.com 


New Meta Bay HEADERS AVAILABLE 


New Direct MAIL Time for a face-lift in your store? If so, the brand new Red Wing M etal 
H eader Sign is now available. This sign is an embossed, die cut metal 


D esigned To Increase 2003 Store Foot Traffic Red Wing logo, which is designed to hang on a slat 


Plans are being finalized for our Red Wing 2003 direct mail wall. It is 20"w x 11”h, so it will quickly help your 
programs. We will offer campaigns for Spring, Father's Day, plus customers identify the Red Wing brand product in 
and Insulated/W aterproof for Fall. A Clearance or Holiday event your store. To order call 1-800-538-5647 and ask for 
are still being determined for the new year. Item #94397. Qualifies for 50% co-op. 





T he spring campaign is ready, and will run March 24th - M ay 
17th. The Spring direct mail sign-up deadline is January 13th. 


You may sign-up for Spring with your DRM, or complete the SHOE DELIVERIES ON-TRACK 


sign-up form mailed to you. You will be able to choose a M uscle After a period of back-orders we are now getting back on-schedule with shoe 
Shoe or WORX direct mail postcard concept. If you'd like to try deliveries. T he west coast dock lockout is resolved, helping us meet our new 
both mailers, you may select both postcard designs. The M uscle M uscle Work Shoe delivery deadlines. T hese shoes were shipped during the 
Shoe mailer is eligible for 50% Co-op, but there is no co-op for first weeks of December. We will be caught up with plastic heel base assemblies 
the WORX mailer. by the end of December and will incur few back- order delays on these items. 


2003 INDUSTRIAL CATALOG AVAILABLE 
Great Boots. Great Service. All H assle-Free! 


OUTSTANDING CUSTOMER SERVICE WINNERS 





Order your supply today to promote Red Wing's H assle-Free® _ During the year our Retail Department receives many letters of 
Footwear Program to prospects (purchasing agents/safety appreciation from customers all over the United States. T hat’s 
managers) in your neighborhood! Use the new catalog as your why a monthly contest has been created to reward the person who receives 
sales tool when explaining how you can help meet an a letter containing the most outstanding customer service comments. A 
organization's safety footwear needs. W hy wouldn't their committee was formed to review letters monthly, select a winner, and 
employees visit you? You're conveniently located to them, you award them with a $50.00 gift certificate to the restaurant of their choice. 

offer the widest footwear Congratulations to our winners mentioned below, and thank you for your 

selection available today, with exceptional customer service! 

proper fitting, superior customer 

service, and are willing to February - Dave Norman March - Art Rives 

manage their footwear program Lafayette, IN Woodbridge, VA 

paperwork. Order your supply April - Rose Marie Quelette May - Mike Miles 

of catalogs today, so you 4 Nashua, NH Oceanside, CA 

start those sales conversations 

that can lead to big sales. Call J une - Patty Harris J uly -Ken Burkhamer 

Red Wing's Customer Service at Oregon City, OR Danville, IL 

1-800-538-5647 to order your August - Amy Templeton September -Mike Donelson 

catalogs item #94018 today. Virginia Beach, VA Pasadena, TX 


Catalogs include Red Wing and 


WORX steel toe and SD styles. October - Deb Lott 


J ackson, MS 





New ADVERTISING PLANS BEGIN WITH COLLE McVoy 





Red Wing Shoe Company has hired Colle M cVoy, a Minneapolis 

ad agency that’s been around since 1935. The agency offers us a staff 

that’s worked on footwear and apparel brands in every segment of the industry 
including men’s, women’s, kid’s, sporting, work, industrial/safety, comfort, 
fashion and retail. We are working closely with Colle M cVoy’s dedicated team 
of creative specialists to implement integrated marketing strategies that further 
communicate our competitive advantages, and increase brand awareness with 
new and existing customers. We are working with a talented group of 
individuals with over 125 years of combined ad experience. T he team Is 
currently developing new positioning strategies, as well as print and radio ads 
for our 2003 dealer kit. You can expect to see new advertising efforts to unfold 
in March, as they work to give the Red Wing brand more dominance. 


Look FOR 2003 Wes DiscouUNT COUPONS 


Web discount coupons will continue to be offered via the web in 2003. The 
web coupons will feature modest price discounts much like other offers. 
Again, customers will be able to download and print a coupon to use when 
purchasing a new pair of boots or shoes, “AT PARTICIPATING DEALERS 
ONLY.” If you are signed-up for this locator your store will automatically be 
included in the special web coupon promotional locator. If you aren't signed- 
up for this feature, and would like your store to be shown as a participating 
dealer in future Red Wing and W ORX Internet offers please call Clare 
Pavelka for a sign-up form at 651-385-1104. 
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Goop News For Custom COMFORT FOOTBEDS 


Waiting for your Hamilton Beach toaster ovens? Your wait 
is almost over. Hamilton Beach deliveries were impacted 
by the west coast dock lockout, slowing deliveries much 
like Red W ing Shoe experienced. Toaster O ven deliveries 
shipped the first week of December, as well as footbed 
accessory displays. 


In the meantime, you can sell custom footbeds without a 
toaster oven. Large numbers of customers are purchasing 
custom footbeds and wearing them “right out of the box.” 
T hey leave the store knowing they can custom mold these 
footbeds at home any time. In addition to good sales, the 
American Podiatrist M edical Association (APM A) has 
given their seal of approval on Custom Comfort moldable 
foot-beds. To further promote this fact, new footbed 
packaging will include the APMA approval seal on the 
right front of the package design. 


If you haven’t ordered your supply of C ustom 
C omfort Footbeds yet, call 1-800-538-5647 
and ask for item #96386. 
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